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AICPA Announces the 2001 Business and Industry Hall of Fame Inductees

The AICPA and AOC, a leading financial staffing specialist, have announced the
winners of the 2001 AICPA Business and Industry Hall of Fame. The awards were
presented at the AICPA’s National Industry Conference in Phoenix.

The Hall of Fame honors CPAs who provide insight and vision to their respective
organizations, understand all facets of their enterprise, and demonstrate the
leadership, commitment and strategic ability necessary to help their organizations
meet the challenges of today’s dynamic market conditions.
The three winners are:
Douglas Haag, CPA
Douglas Haag, executive vice president of finance for Premier Aluminum Inc., based
in Racine, Wis., engineered the highly successful turn-around of this machine shop
and metal casting manufacturer. Over the last 13 years, Haag has been instrumental
in transforming a nearly-bankrupt company from a sales base of $800,000 per year to
over $10 million in revenues. The company just opened a significantly expanded
facility and employs over 85 workers. Last year, Haag culminated 26 years of active
service in the Wisconsin Institute of CPAs with his election to president. He earned
his BBA in Accounting and MBA in Management from the University of Wisconsin.
Kenneth Purfey, CPA
Kenneth Purfey, president and chief executive officer of iValueHub Inc., based in
San Jose, Calif., has broken the mold of the traditional accountant throughout his
distinguished 30-year career. Here are just a few of his accomplishments:


Assisted in the launch of the Moscow Stock Exchange.



Managed major IPOs, and led the start-ups of almost 40 different companies.



Served as CFO for four high-tech start-ups.



Helped raise $1 million to fund college scholarships for disadvantaged
students.

For his many achievements he was the winner of his state’s Prominent CPA in
Industry Award in 1996. Purfey serves on the U.S. Olympic Committee, the U.S.
Track & Field Association Officials Committee, and is a scoutmaster and member of
the Board of Trustees for the National Boy Scouts of America.
David Solomon, CPA
David Solomon is chairman, chief executive officer and director of NuVox
Communica-tions based in Chesterfield, Mo., an integrated communications
provider. Solomon has demonstrated years of leadership in the telecommunications
industry and in public accounting. He is an outstanding example of today’s strategic
CPA—a current CEO, a past CFO where he was involved in all aspects of strategic
development and helped raise more than $1.6 billion in equity, and a former partner

at KPMG Peat Marwick. In addition to earning an induction into the AICPA Hall of
Fame, Solomon also received the 2001 Outstanding CPA in Business and Industry
Award from the Tennessee Society of CPAs. He earned his bachelor’s degree in
accounting from Lipscomb University.
Over 100 nominees were considered nationwide by a panel of judges assembled by
the AICPA. The judges were: David Blansfield, Publisher, Business Finance
Magazine, Darien, Conn.; Gayl W. Doster, CPA, President, Sigma Micro
Corporation, Indianapolis, Ind.; Paul E. Larson, CPA, former president, Equitable of
Iowa Companies and USG Annuity and Life Company, Des Moines, Iowa; and
Patrick Lyons, CFO, AOC, Saddlebrook, N.J.
For more information about the AICPA Business & Industry Hall of Fame, call the
AICPA at 212/596–6157 or e-mail halloffame@aicpa.org.

New AICPA Project Management Task Force

New AICPA Project Management Task Force

Corporations around the world are recognizing the important role project
management plays in achieving their missions, and the CPA is a vital member of the
project management team.


Have an interest in project management?



Have experience in project management?



Have experience in being a business partner on a project?



Want to discuss how project management can improve your organization?



Want to establish new networking channels?

Then send your resume to Rich Lanza at Rlanza@aicpa.org so we can sign you up for
our new AICPA Project Management Task Force.
Important Information on New CPE Membership Requirements

Important Information on New CPE Membership Requirements

To help members comply with and understand the new CPE requirements that took
effect Jan. 1, 2001, this article explains some of the more significant changes. The
changes in the AICPA’s CPE membership requirement were a result of resolutions of
the governing Council (under AICPA Bylaw 2.3.3) adopted in 1997. Members
should be aware that, as to state licensure requirements related to CPE, the member’s
individual state board of accountancy is the final authority.
Under the Council resolutions, AICPA members, whether employed in public
practice, industry, government or academia, must complete the same amount of
continuing professional education. The new requirement calls for 120 credit hours of
CPE in each three-year reporting cycle. A great deal of flexibility in terms of how
members may obtain CPE is provided in the resolution, which recognizes that
compliance can be achieved by a number of means as long as the education maintains
or improves competencies in the member’s area of practice or employment.
It is important to note that members who began their current reporting cycle prior to
the beginning of 2001 are permitted to complete CPE as required by the Council
resolution that existed when their current reporting period began. Members whose
reporting period began on or after Jan. 1, 2001, must comply with the Council
resolutions that became effective at the beginning of 2001 and complete 120 credit
hours of CPE by the end of their three-year reporting period.
In accordance with the Council resolution, the AICPA Board of Directors has granted
a waiver of the CPE requirement for those members who are retired and for those
who qualify for inactive dues status. In addition, the board directed that a waiver of
the CPE requirement may be granted to AICPA members for, among other reasons,
military service, foreign residency or significant health concerns. Any request for a
waiver should be directed to the Member Satisfaction Team at memsat@aicpa.org,
noting “CPE” in the subject header box.
The AICPA Web site sets out both the resolution as adopted in 1989 and the 1997
Council resolution that became effective in 2001. To review the requirements, visit
www.aicpa.org/about/bylaws/sec230R.htm.
In addition, the AICPA and the National Association of State Boards of Accountancy
have issued a Joint AICPA/NASBA Statement on Standards for Continuing
Professional Education Programs. These new standards became effective for CPAs
on Jan. 1, 2002. The new standards introduce the concept of independent study

learning, allowing a CPA to engage in a program of learning with a qualified sponsor
one-on-one. See the main section of this CPA Letter for more information.

The Balanced Scorecard: An Executive Summary

The Balanced Scorecard: An Executive Summary

By Larry Maisel, CPA, Principal, Paramount Consulting
A strategy describes how a management team thinks it will achieve its vision of
success at some point in the future. A balanced scorecard bridges the gap between
vision and strategy, and execution. The “Balanced Scorecard” concept has become
widely recognized and implemented by many companies for “strategy management.”
It is a systematic framework to translate vision, mission and strategy into a balanced
and linked set of strategic objectives, operational initiatives and performance targets
for the entire company. This concept is organized into four perspectives, based on the
premise that financial performance depends on satisfying customers, which results
from having effective business processes, which in turn requires necessary
organizational competencies and technology infrastructure.
In addition to being a valuable framework, it is a vital management process that a
company uses to foster consensus, alignment and commitment to the strategy by the
management team and the people within the organization. It is a process designed to
enable the implementation of a company’s strategy by translating it into concrete and
operational terms that can be measured, communicated and used to drive decisionmaking and action at both the business unit and individual levels. Moreover, it is a
powerful motivator of behavior and change, as such it can be used to appraise, incent
and reward performance.
The Balance Scorecard explicitly identifies the critical few drivers of success, which
cut across an organization and together drive the execution of strategic goals. It
reflects the company’s strategy by understanding the financial and shareholder
requirements, the customers’ needs, internal processes and enablers such as company
culture, information and infrastructure. It enables focused discussions about the key
drivers of the company’s success using these four perspectives linked together by
cause and effect.
Furthermore, a company’s Balanced Scorecard identifies both financial and nonfinancial measures to assess strategic performance. It balances short-term with
longer-term strategic goals using both driver and result measures. InfoTech enables a

management team to manage performance proactively; the team learns continuously
about its strategic performance and thus understands where it needs to adapt strategy.
When used effectively, the Balanced Scorecard becomes the management team’s
ongoing strategic agenda that is reviewed and discussed on a dynamic basis for key
decision-making and managing operating results.
The Balanced Scorecard has become popular among business leaders. Both grounded
in practical reality and conceptually rigorous, the approach has struck a chord in
management circles, having been adopted by a significant number of global 100
companies.
The Balanced Scorecard has evolved from a strategic performance measurement
system to a strategic performance management system with proven wide reaching
and varied benefits to organizations that use it. Companies that have taken the time to
reappraise and redesign their performance measures have made themselves nimbler,
more responsive to market shifts and more focused on what’s important. The benefits
of a good set of performance measures include:
Communication of Strategy—What we measure is the clearest way to define what we
mean by the elements of strategy.
Alignment—All teams and employees understand what they are responsible for, how
it relates to the big picture and how they fit into the organization.
Empowerment—Once teams and employees are aligned and understand the way their
work relates to others, they can make operating decisions much closer to the
customer. This increases responsiveness and reduces the drain on management’s time
and attention.
Focus—Tying measures to strategy helps separate the important from the nice to
know and allows management to concentrate time and resources on the things that
are critical to success.
Efficiency—A well-designed set of measures achieves the focus and alignment with
less effort. Sound process design and support tools allow the reporting to be less
burdensome and more timely.
Growth and Profitability—What gets measured, gets managed; driving the company
to execute its strategy through operational excellence leads to growth and profits.
Clearly, companies that get their measures right can reap large rewards. If they can
make their decisions better, faster with more relevant information at their fingertips,
presented in a way that adds insight instead of overload, the ability to beat the
competition grows. In fact, recent studies have shown that over the past three years,

companies that manage by measures have reaped returns almost twice ad high as
companies that manage by “Common Sense.”
As companies get more experienced in using the Balanced Scorecard as an integral
part of their strategic management system, the more pervasive and comprehensive are
the derived benefits.
For further information, contact L Maisel@paramountconsulting.net or 914/241–
4251.

Correction

In the September 2001 issue, the article titled “The AICPA 2000 Corporate Purchasing Card
Benchmark Survey Results” indicated that the survey was sponsored by the AICPA. The survey
was actually sponsored by members of the financial services community. We apologize for the
misprint.
Are You a Change Champion?

Are You a Change Champion?

By Jim Mackey, Professor in Residence, Institute of Management Accounting
Paul Taylor felt a glow of satisfaction. He knew successful change management and
an ERP system application that was on budget and on target were difficult and rare.
Rentway generated $180 million Canadian dollars from 40 sites with 800 employees
engaged in truck fleet management. The company had grown through acquisition as
well as internal growth. Consequently, systems varied from shop to shop and
processes were not standardized. Major ERP system implementations are fraught
with dangers that cause failure, reduced performance and runaway costs. Taylor
succeeded in his implementation through good management and patience.
Rentway’s first step was to rationalize the management processes at all the sites by
training employees in IQM/SPC (Integrated Quality Management/Statistical Process
Control). After this was completed, the company began internal measurement of
transactions that touched the customer and shared best practices among sites. Finally,
two years after starting their quality journey, Rentway rolled out its ‘Plus Alpha

Quality Brand’. They then started external marketing of their quality brand, published
a “Quality” newsletter, flowcharted key processes, and constantly communicated
with staff. At this point the culture of the company had changed to focus on the need
to reduce variation in service delivery.
The final piece was to develop ISO compliance. This was an extensive effort working
closely with the Quality Management Institute as an external auditor. With a cost of
$400,000 Canadian dollars over a 20-month period, Rentway was registered ISO9002
for three major product lines and 28 sites—the first in its industry in North America.
Taylor identified numerous benefits of ISO registration that set the stage for an
efficient ERP installation. ISO registration created awareness of the need for reliable
service delivery, created current training manuals, and reinforced the importance of
orientation training. Customers now experienced consistent service. A standard for
and the sharing of best practices was established throughout the company. The
ultimate impact of these efforts was to significantly reduce the variety of processes
within the company and ease ERP implementation.
ERP Implementation
The first attempt to build an in-house system from scratch with a sister company
didn’t work. Rentway did not have the resources or experience to build their own
system. From this initial failure, they went looking for a vendor that met two criteria.
First, they had to be focused in Rentway’s industry to guarantee the vendors
understood the company’s business; and second they had to already have a successful
operating system which would reduce the time and effort involved in modifying the
program to Rentway’s particular needs. As implementation proceeded, these
considerations proved to be crucial.
Taylor followed a disciplined implementation procedure. Implementation required
both advanced in-depth training of field managers, first level supervisors, and frontline staff as well as, on-site training during the phased-in implementation.
Applying lessons learned from the ISO and quality experiences, Taylor felt it was
important to change the role of the accounting and IT staff from controlling the
implementation to supporting the implementation. Implementation policies and
procedures needed to allow operating personnel to take ownership. Consequently the
VP of Operations had to approve all system changes. Ownership by operating staff
led to the identification of several system enhancements, which further streamlined
transaction processing.
To control implementation costs against this scope creep, Taylor required a careful
review of the cost versus benefits of each modification. Costs were predefined by a
pricing structure built into the original contract for each enhancement. This approach
succeeded.

The implementation required a new parts item master and involved all 42 branches
with over 600 hourly paid service department, supervisory and support personnel.
The total investment was $1.6 million Canadian dollars spent over 14 months.
Four major opportunity areas had been used to justify a payback of one year for the
ERP implementation. New vehicle specifications showed no significant changes or
gains in the short term. Labor productivity provided better data and some
improvement. Parts purchasing reduced obsolete inventory and achieved better
pricing. However, the fourth area, warranty recovery, surpassed the original
projections and cost-justified the entire project in the first 8-9 months.
The lessons learned were validated when the same team used this approach to
develop an asset management and contract billing system from scratch. This
methodology enabled the new modules to be implemented seamlessly, with the
additional constraint of time, because the old systems were not Y2K compliant. Once
all three modules were fully installed, Rentway was able to produce management
reports that helped the company and its customers better manage their assets.

